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100.00 ACCIDENT & HEALTH 
INSURANCE (INDIVIDUAL) 
.03 Income Replacement Disability 

come 
Building Trades, The: A Natural 
Market For Disability Income 
Thomas James 
Comments On Cash Value Health 
Insurance 
Robert Osler 
Greatest Peril Is Loss of 
Income, The 
Robert Ware, JD, CLU....6/75—p. 
Health Insurance Tax Facts 


New Ideas In Advanced Health 
Underwriting 
Robert Osler 


Some Facts About Physicians 
Robert Osler 5/75—p. 

Thirty Million Beautiful Prospects 
Harold Schlesinger, CLU 


What A Consumer Wants In His 
Disability Income Policy 
Robert Osler 


Whither Return Of Premium and 
Cash Value Policies? 
Robert Osler 

500.00 AGENCY 


The Prospective Agent Who 
Never Returned 
Raymond Slyman, CLU..6/75—p. 


600.00 AGENT AS A BUSINESS- 
MAN 


.05 Forms of Doing Business 


Financial Clinics For Clients 
Stephen Sharf 

.06 Job Descriptions 

Success In The Brokerage Business 
Richard Greene 

700.00 Annuities 

— New Split Dollar And 


A 
Robert Ware, JD, CLU..5/75—p. 


800.00 ARTICLES, SPEECHES, 

BOOKS, BROCHURES 
From Today On 

Donald MacNaughton .... 
Looking Forward 

Blake Newton 


1400.00 BUSINESS INSURANCE 
Business Insurance Simple As ABC 
Dexter Stein, CLU 
Is The Businessman Really A Big 
Bad Wolf? 
Kent Larson 
-01 Buy-Sell 
Business Insurance Plus Estate 
Planning Equals Multiple 
Life Sale 
Arnold Domenitz, CLU..6/75—p. 
Fair Market Value And The IRS 
Charles Butts 1/75—p. 


1/75—p. 


JUNE, 1975 


1900.00... COMPETITION 


.01 Comparison 


Interest-Adjusted Index, The 
Charlies Butts ................:. 5/75—p. 28 


2000.00 COMPUTERS 


Computers ARE Sales Tools 
John Ross 5 . 38 


2400.00 EMPLOYEE BENEFITS 
& EXECUTIVE COMPENSATION 


Clientele Building From The 

Ground Up 

William Carpenter 5/75—p. 32 
Business Insurance—Simple AS 

ABC 

Dexter Stein, CLU 


.07 Deferred Compensation 


Deferred Compensation 


Allan Gorman 4/75—p. 98 


17 Salary Continuation 


Silent Market, The 
Janice Poland, CLU 


18 Salary Savings 

My Goal Is Ten Dollars A Day— 
In Weekly Allotment 
Fred Dixon 

Salary Savings Approach 
Robert Shulman 

19 Split Dollar 

Combination New Split Dollar And 
IRA 
Robert Ware, JD, CLU..5/75—p. 


2500.00 ESTATE PLANNING 
Business Insurance Plus Estate 
Planning Equals Multiple 
Life Sale 
Arnold Domenitz, CLU..6/75—p. 
3300.00...GROUP INSURANCE 
-16 Small Group 
Under Ten Lives—Section 79 
Robert Ware, JD, CLU..3/75—p. 
3400.00 HUMAN LIFE VALUE 
CONCEPTS 
What The World Needs Now 
Stuart Schwarzschild ....3/75—p. 





individual policy. 





TERM LIFE INSURANCE 


GUARANTEED ISSUE 


GROUPS OF 3OR MORE EMPLOYEES 
Individual guaranteed issue up to $10,000 for all classes. 
Eligibility to 70 years of age with no medical questions asked. 


Class A employees may apply up to $40,000 
(evidence required over $10,000) 


Class B employees may apply up to $20,000 
(evidence required over $10,000) 


Class C employees may apply up to $10,000 
Conversion privilege allows insured to convert to an 


Insured or beneficiary may choose mode of settlement. 


&) INTERNATIONAL GROUP TRUST 


TO: INTERNATIONAL GROUP TRUST 


Post Office Box 8287 Richmond, Virginia 23226 


Please send me complete details on your Guaranteed 
Issue Term Life Insurance Plan and Enrollment Kit. 





Agency 
Name 





Address 





City 


State Zip 








8288IS 











3500.00 INFLATION 
Let Inflation Help You Sell 
Al Millikan ........ serekiete 2/75—p. 48 
Looking Forward 
Blake Newton, Jr. ........2/75—p. 65 
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Service Generates Success In The 
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Robert Grookett 6/75—p. 24 
.01 Annual Review 
Personal History Folders Are 
Profitable 
Dale Bing 
.02 Approach 
Approaching With Accidental 
Death Benefits 
George Goodwin 
Sell To Young Families And Grow 
With Them 


4/75—p. 104 








Many of our top 
producers were 
introduced to 

Sunset by a 

friend who had 

already 

discovered the 

company. 

The word is getting 
around, but if you 

want to speed the 
process, write Fred E. 
Provenzano, Vice President 
and Director of Agencies. 
He'll give you all the 
details. 


Sami 
SDUNSET LIFE 


Crsunance Company of America 
Dept. B 
Tha PIA, WASHINGTON sp 











62 


.04 Delivery 

The Building Trades: A Natural 
Market For Disability Income 
Thomas James ................. 4/75—p. 100 
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Business Insurance Plus Estate 
Planning Equals Multiple 
Life Sale 
Arnold Domenitz, CLU..6/75—p. 40 


4600.00 MASS MARKETING 
.06 Life 
Third Party Marketing: Tomorrow 


Versus Yesterday 
Alfred Golden 2/75—p. 22 


4900.00 MORTGAGE INSURANCE 
.02 Individual 


Ministers And Mortgagees 
Donald Duncan 


5000.00 MOTIVATION/INSPIRA- 
TION/POWER PHRASES 

A Tribute To Salesmen 
Max Dull 

How To Reduce Your Chances of 
Winning 
Howard Dewey 

Insurance Salesmen Make Best 
COs 
Bill Vaughn 

Listening Is Communicating 
Dominick Dragonetti 4/75—p. 

No Substitute Players 
Johnny Adcock 

Clientele Building From The 
Ground Up 
William Carpenter 

Wanted: An Honest Salesman 
Robert Jansen 

We Must Have A Way With Words 
Robert Jansen 3/75—p. 

We Want Only Honest Heros 
Robert Jansen 

.02 Psychology 

Are You Satisfied With Your Sales 
Record ? 
Robert Jansen 

Can You Relax And Close The Sale 
Robert Jansen 6/ 

Desire To Succeed, The 
David Vonch 

Eliminate Needless Objections 
Roger White 5/ 

Help Your Prospect Establish 
Confidence 
Edwin Slovitt 


5100.00 MUTUAL FUNDS/ 
EQUITIES 


Selling Equity Products 
Barney Matteson, CLU..3/75—p. 


5400.00 PENSIONS 


Are You A Fiduciary? 
Dean Wahlberg » 8 


Business Insurance—Simple As 
ABC 


Dexter Stein, CLU 5/75—p. 48 


5600.00 PERSONAL AND OFFICE 
EFFICIENCY 

.01 Planning & Time Control 

Friday Starts My Work Week 
Thomas Baggett 

Just Follow The Right Tracks 
Lionel Hawkins 

My Goal Is Ten Dollars A Day—- 
In Weekly Allotment 
Fred Dixon 

— Control 


.02 Prospecting & Sales Procedures 
How To Brighten Your Daylight 
Hours 
Sheldon Smith 
Imagination 
Robert Behnken, CLU ....4/75—p. 
Interview With A Twenty-Four 
Year Veteran 
George Payne 
It Takes More Than A Green Suit 
Lendon Underwood, Jr. ..2/75—p. 
My Life (Career) Began At Forty 
C. Kennard Spiker, CLU 2/75—p. 
Service Begins Before The Inter- 
view 
James Berry 
Dividend Check Prospecting 
Russell Perri 


2/75—p. 


.03 Sales & Administrative Forms 
Personal History Folders Are 
Profitable 
Dale Bing 
.06 Public Relations 
PR Is Everyone’s Business 
Aaron Cushman 
6000.00 PROSPECTING 


Call On Your Casualty Policy- 
holders 
Kathryn Adams 

Computer Terminal Prospecting 
Terry Trible 4/7 

Doing Your Own Thing 
Phillip Yoffe 

Enthusiasm Opens New Homes 
H. Mike Rogers 

Millions Of Production, Hundreds 
of Lives 
John Been . 20 


MOAP 
Robert Ware, JD, CLU....1/75—p. 6 


Selling Equity Products 

Barry Matteson, CLU ....3/75—p. 22 
Success With Direct Mail 

Richard Cole 23 
Under-Thirty Singles Market, The 

Stephen Murphy 3/75—p. 24 
6500.00 SELF-EMPLOYED INDI- 

VIDUAL RETIREMENT PLANS 
How To Write An IRA 

Robert Ware, JD, CLU....2/75—p. 8 
6800.00 SPLIT DOLLAR 


Business Insurance Plus Estate 
Planning Equals Multiple 
Life Sale 
Arnold Domenitz, CLU..6/75—p. 40 


7200.00 SUBSTANDARD INSUR- 
ANCE 


Solve Your Substandard Delivery 
Problems 
Leonard Westcott 5/75—p. 


7400.00 TAXES 


.02 Federal 
Health Insurance Tax Facts 
2/75—p. 
Solving Liquidity Problems Of 
Small Business Owners 
Charles Butts, Jr. .......... 3/7T5—p. 


8000.00 TRUST 


Will—Trust Approach To Conserv- 


ing Estates 
Thomas Slaughter 3/75—p. 56 


8500.00 WILLS 


.04 Why Needed And Intestacy Laws 
Will—Trust Approach to Conserv- 
ing Estates 
3/75—p. 56 


Thomas Slaughter 
Rough Notes’ THE INSURANCE SALESMAN 





100.00 ACCIDENT & HEALTH 
INSURANCE (INDIVIDUAL) 
03 Income Replacement Disability 

Income 
After NHI, Where Do We Sell? 
Robert Osler 
Basics of Business Overhead 
Protection 
James Cook 
Five Ways To Pay For Key Man 
Disability Income 
Robert Osler 10/75—p. 
Is Your Sales Presentation Getting 
Stale? 
Robert Osler’ ..........::....:.! 9/75—p. 
More Suggestions For Funding 
Key Man Disability Income 
Ropert Osler ...............-.. 12/75—p. 
My Best Market for BOE P 
Michael Kentor 
Overhead Is Overlooked 
Raymond Taibbi, CLU....9/75—p. 
Some Characteristics of Tomorrow’s 
Consumer 
Robert Osler 11/75—p. 
Some Problems And Solutions To 
Return Of Premium 
Robert Osler 


18 


400.00 ADVERTISING/PUBLIC 
RELATIONS 
.04 Personal P.R. 
Newspaper Advertising 
James Ballew, CLU ...... 9/75—p. 
What Message Are You Trying 
To Put Across? 
James Ballew, CLU ....11/75—p. 
Who Are You Trying To Impress? 
James Ballew, CLU ....10/75—p. 
Your Checklist For Writing 
Good Letters 
James Ballew, CLU......12/75—p. 





THE INSURANCE SALESMAN 


“It’s just a little celebration ... he 
just figured out a way to double pro- 
duction quotas for 1976.” 


DECEMBER, 1975 


500.00 AGENCY 
Don’t Lose That Man, 
Upgrade Him 
Raymond Slyman, CLU..7/75—p. 


700.00 ANNUITIES 

ERISA and Tax Sheltered 
Annuities 
Robert Ware, JD, CLU..11/75—p. 


.03 TSA 

Success With Company 
Sponsored IRA Plans 
Walter Ryan 


800.00 ARTICLES, SPEECHES, 
BOOKS, BROCHURES 
Let The Buyer Be Aware 
James Bingay 10/75—p. 
New Horizons For Home 
Service Insurance 
Benjamin Woodson, 
CLU 
Take Your Choice: Pleasing 
Methods Or Pleasing Results 
OGCK Manning z....<...0:.2.202 9/75—p. 


1000.00 ASSOCIATIONS 
(CIVIC, PROFESSIONAL, 
RELIGIOUS, TRADE, ETC.) 
.04 Estate Planning Council 
How We Formed An Estate 
Planning Council 
Calvin Mann, CLU ........ 9/75—p. 


1400.00 BUSINESS INSURANCE 

(NOT EMPLOYEE BENEFITS) 
Employee Stock Ownership 

Trusts (ESOT) Part II 

Robert Ware, JD, CLU..8/75—p. 
Employee Stock Ownership 

Trusts (ESOT) Part III 

Robert Ware, JD, CLU....9/75—p. 
011 Employee Buy-Outs 
Employee Stock Ownership 

Trusts (ESOT) Part I 

Robert Ware, JD, CLU....7/75—p. 
2400.00 EMPLOYEE BENEFITS 

EXECUTIVE COMPENSATION 
Employee’s Beneficiary 

Associations 


48 Robert Ware, JD, CLU..12/75—p. 


24 





COMPREHENSIVE MAJOR MEDICAL 
$250,000 LIFETIME MAXIMUM 


GUARANTEED ISSUE 


GROUPS OF 3 OR MORE EMPLOYEES 


First $1,000.00 of Covered Hospital Expenses while confined paid in 
full subject to the room and board maximum. $100.00 Deductible (All 
Cause— 12 month accumulation period). The deductible does not apply to 
excess hospital expenses. 80% of the next $3,000.00 of covered expenses— 
100% thereafter in any calendar year. 


eSimple enrollment procedure. eCertificates issued promptly. 
ePrompt Claim service — Toll free WATS lines. eNo medical questions. 
e3 Life insurance plans with accidental death benefits. eDisability income. 
eAgents license fee provided by the underwriter. 
This plan is not available in the state of New York 


UNDERWRITER: THE UNITED STATES LIFE INSURANCE COMPANY 


A USLIFE COMPANY 


INTERNATIONAL GROUP TRUST 





Passe eee eee eee 
TO: INTERNATIONAL GROUP TRUST 
t Post Office Box 8287 Richmond, Va. 23226 
Please send me complete details on your Guaranteed Issue 
Comprehensive Major Medical Plan and Enrollment Kit. 


Agency 





Name 
Address 
City Zip 


Lease eee eee eee eee eee eee 








State 








8289 IS 
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Success With Company 
Sponsored IRA Plans 
Walter Ryan .................. 

.20 Stock Options 

Employee Stock Ownership 
Trusts (ESOT) Part I 


Robert Ware, JD, CLU....7/75—»p. 


2500.00 ESTATE PLANNING 
Getting Into Estate Planning 
Gradually 
Dale Haupert 
3400.00 HUMAN LIFE 
VALUE CONCEPTS 
Women’s Lib And Wife 
Insurance 


G. Jackson Howorth ......8/75—p. 


3500.00 INFLATION 
Inflation And Higher Standards 
Of Living 
G. Jackson Howorth 
Getting Into Estate Planning, 
Gradually 
Dale FHaupert ..................: 


- 


12/75—p. 


7/T5—p. 


Inflation And Higher Standards 
Of Living 
G. Jackson Howorth 
You Gotta Believe 
Kenneth Orner ...... 
.06 Answering Objections 
Handling The Husband-Wife 
Interview 
Arthur Cohen ... 
Objections Are Misconceptions 


George Haraka, CLU ....9/75—p. 


Objections? What Objections? 
Carl Ogren 


4900.00 MORTGAGE INSURANCE 


.02 Individual 
Increase Your Mortgage 
Protection Sales 


Kenneth Smith, CLU......8/75—p. 


5000.00 MOTIVATION/ 
INSPIRATION/POWER 
PHRASES 

You Gotta Believe 
Kenneth Orner 


STUCK IN THE 
STARTING BLOCKS? 


The Lincoln Benefit Life Company has an exciting new Marketing 
Program that gets its General Agents out of the starting blocks ina 
hurry! A full-line of competitive and saleable Life and Disability 
Income products has made Lincoln Benefit one of the fastest grow- 
ing life insurers in the nation. At Lincoln Benefit, the future is excit- 
ing...only, the future is now! We still value personal communication! 


Call, or write: C. T. “Cemy’’ Young, Senior Vice President—Marketing, 
The Lincoln Benefit Life Company, Lincoln Benefit Life Building, 
P.O. Box 80469, Lincoln, Nebraska 68501. 

CALL COLLECT: (402) 475-4061. 


LINCOLN 


...7/T5—p. 
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.01 Philosophy 
Is Your Time Too Valuable 
For Small Sales? 
Robert Jansen 7/15—p. 32 
It Takes Experience—And A 
Bulldog Grip 
Robert Jansen 
.02 Psychology 
Are You Having A Good Time? 
Robert Jansen .............. 10/75—p. 
Either You Win Or The 
Prospect Wins 
Robert Jansen .......... 
Find Your Own Niche 
In Selling 
Robert Jansen ...........:.... 8/75—p. 
Tall Stories Waste Time 
Robert Jansen. ................ 9/75—p. 
5600.00 PERSONAL AND 
OFFICE EFFICIENCY 
Aspects of Rural Marketing 
H. William Markey 10/75—p. 
.01 Planning & Time Control 
Self-Organization Means 
Self-Discipline 
Philip Growick 
Time: I’ve Learned To Save It 
Nathan Forman 11/75—p. 
5900.00 PROFIT SHARING 
Employee Stock Ownership 
Trusts (ESOT) Part I 
Robert Ware, JD, CLU....7/75—p. 
6000.00 PROSPECTING 
Invest In Tomorrow’s Gold 
John Bitkins. ......<...c22 12/75—p. 
6500.00 SELF-EMPLOYED 
INDIVIDUAL RETIREMENT 
PLANS ‘ 
IRA: Truly Consumer Oriented 
O. C. Jackson, 10/75—p. 
Mini HR 10 For Moonlighters 
And Handymen 
Robert Ware, JD, CLU..10/75—p. 
7700.00 TERM INSURANCE 
.01 Conversion 
Inflation And Higher Standards 
Of Living 
G. Jackson Howorth 
No Barriers To Term Conversion 
Chitord. Seaton ............. 9/75—p. 
8000.00 TRUSTS 
Employee’s Beneficiary 
Associations 
Robert Ware, JD, CLU..12/75—p. 
8600.00 WOMEN 
.01 Wife Insurance 
Women’s Lib And Wife 
Insurance 
G. Jackson Howorth 
xk * 


75—p. 34 
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Wynn 
THE INSURANCE SALESMAN TOWNSEND 
“And how many mariners did my little 
navigator launch on the sea of eco- 
nomic security today?” 


Rough Notes’ THE INSURANCE SALESMAN 
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